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Brokers 
Here's How To Multiply 
YOUR SALES 


By making every Realtor in the’ Country your agent 


- 


Move your industrial and commercial listings faster by 
national co-op selling through the Canadian Realtor 


Your advertisement in the Realtor will serve a national co-op purpose. It will: 


® Show your property to 6,700 members of the Canadian Association 
of Real Estate Boards from coast to coast. 


© Enable you to sell more, faster, for you will have the co-operative 
efforts of Canada’s realtors at your disposal. 


® Cost you LESS than conventional methods at present employed (e.g. 
direct mail pieces). 


Advertise your high value properties in The Canadian Realtor and thereby take ad- 


vantage of this national medium to reach your fellow realtors. 


Advertising Rates 


Per Insertion One Time & Times 12 Times 
ies icccaaeaciess iicksucs: * sapeaiaeoassanniian $140.00 $125.00 $110.00 
MIN ics Svenccuistans iSvinreinarnnsaces 118.00 104.00 99.00 
ics cen cis dre Senaatesesveiiniblli 84.00 74.00 64.00 
RI iccncsenvcintinveryin suacencasanesbwrete 64.00 57.00 54.00 
Cnmente FOr DOGO: nase ccecccescscecescscnsscecaes 59.00 52.00 47.00 
er Ce eee meee 40.00 35.00 30.00 
io cceied eden laa, 30.00 27.00 24.00 


Advertising copy to be mailed to: The Canadian Realtor 
19 Duncan St., 
Toronto, Ontario 


The Canadian Realtor is published on the I5th of each month. Advertising 
copy to reach publishers no later than the Ist of the month of publication. 
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The Canadian Realtor is the 
official organ of real estate in 
Canada. It is published monthly 
for the Canadian Association of 
Real Estate Boards. 
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“It is well for a man to respect his own vocation, whatever 
it is, and to think himself bound to uphold it and to claim 
for it the respect it deserves.”—Charles Dickens. 


Banks To Help 


Realtors will greet the statement, published after a meet- 
ing between the governor of the Bank of Canada and ofli- 
cials of the chartered banks this month, that the banks will 
release $150,000,000 this year for mortgage loans. 

The talks between the Bank of Canada and the chartered 
banks followed the pubication of the Bank of Canada’s an- 
nual report, which envisaged some kind of banking control 
to ensure that more money be available for housing. 

Now the banks have agreed that suflicient new money is to 
be made available to the banking system to permit National 
Housing Act loans to the extent of $150,000,000 to be made, 
ensuring that the money will not come out of funds avail- 
able for other banking operations. These loans are expected 
to cover the construction of about 15,000 units. 

This amount, though less than the 1956 disbursement of 
$160,000,000 for 16,000 units. is nonetheless gratifying. It is 
a minimum amount, according to the statement, so it remains 
to be seen whether in this vear of “tight money” the banks 
will undertake more insured housing loans should they see fit. 

An earlier announcement was that the Bank of Canada 
envisaged some regulation whereby the banks would parti- 
cipate more fully in the field of mortgage loans and other 
long-term investments, particularly having regard to the 
growth in the volume of personal savings deposits held with 
the banks. In other countries, as Mr. Coyne pointed out, sub- 
stantial personal savings accounts are held by building socie- 
ties, which make money available for housing. 

It is indeed heartening to learn that this additional flow of 
money to house-building in Canada will be made without 
affecting the savings accounts held in trust by the banks for 
millions of depositors all over the Dominion. 
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A Presidential Introduction 








In this my first article as your 
President, I should like to thank you 
for the confidence you have placed 
in me in electing me to lead our 
Association. I consider it a very high 
honor indeed to head the 53 associa- 
ted boards which have a membership 
approaching 6,000. 

There is a great deal of work 
ahead of us as we strive .to pro- 
fessionalize our business which deals 
annually in many millions of dollars. 

Thanks to the officers you have 
elected in the past and the strong 
support given them by the directors, 
executive and committee chairmen, I 
have taken office at a time when we 
are genuinely forging ahead. We have 
come a long way in a few years and 
I am happy to state that our finances 
are in better shape than they have 
been at any previous time. 


Implement Resolution 

You will, I am sure, be interested 
to learn there are 17 committees. We 
have endeavored to assist them in 
getting their work started early by 
sending each chairman a guide called 
“Duties of Committee Chairmen’. 
This should be helpful especially to 
those who are heading committees 
for the first time. There are four new 
committees this year and, I thought, 
you might like to know something of 
them. Ned Rhodes, of Ottawa, is 
chairman of the taxation committee 
whose work it will be to implement 
Resolution No. 5 passed at Halifax 
dealing with the income subject to 
taxation in the sale of real estate. 







Blane, Fullerton 
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Realtors, Financial Agents 
Insurance Managers 


Business established 1926 
517 Hamilton St., Vancouver, B.C. 



















“GENUINELY FORGING AHEAD" 


by J. S. Stevenson 
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J. S. Stevenson 
President C.A.R.E.B. 


Aubrey Edwards, of Calgary, heads 
the Scholarship Committee which has 
been formed to look into the matter 
of scholarships as set out in Resolu- 
tion No. 2 which was also passed at 
the convention last fall. Mr. Bert 
Katz, of Ottawa, is chairman of the 
new policy planning committee which 
will be investigating our future 
financial requirements for jobs which 
can be done by an expanding associa- 
tion. Jack Weber, a past president 
from Edmonton, heads a Dominion- 
wide committee which, as the name 
implies, will have representatives 
from various parts of our country to 
study our organizational require- 
ments to see if they can be improved. 


Strong Committees Formed 

The names of all the committee 
chairmen will be found elsewhere on 
this page. You will note they are all 
headed by men of proven ability who 
will work in our interests. I would 
like to thank the 17 chairmen for 
unselfishly accepting their assign- 
ments. Judging from the correspon- 
dence I have received, I can assure 
you most of these committees are 
already active as I write this article 
in February. 

May I thank those of you who have 
so kindly written me offering your 
help and support. I am positive that 


before many weeks have elapsed you 
will have an oportunity to do a job 
for C.A.R.E.B. 

Before I close this brief message, 
I would like to express my sincere 
thanks to Roy Patterson for turning 
over the reins of office in such 
splendid shape, and I can tell you, 
even at this early date, your Vice- 
Presidents, Murray Bosley and Don 
Koyl, are very active and are giving 
me a great deal of help and support. 

I don’t think many of us are sure 
what 1957 will bring forth. Credit 
and world conditions are unsettled 
but I am positive those individuals 
and firms which have done an honest 
and sincere job over the past few 
years will continue to enjoy pros- 
perity. 
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1957 
COMMITTEE CHAIRMEN 
Appraisal Institute—Affiliation — 

F. S. Toshack, Winnipeg. 

Canadian Realtor—E. J. Oliver, 
Ottawa. 

Conference Advisory—S. Melton, 
Edmonton. 

Constitution—L.  K. 
Winnipeg. 

Co-operative Listing—P. A. Sea- 
grove, Hamilton. 

Dominion Wide Committee and 
Committee re Semi-Autonomous 
Institutes—J. A. Weber, Ed- 
monton. 

Finance—H. A. LePage, Toronto. 

Historical—D. H. Koyl, Saskatoon. 

Liaison—Ottawa—F. N. McFar- 
lane, Ottawa. 


Johnson, 


License Law—J. <A. Lowden, 
Montreal. 

Membership — John F. Ritcey, 
Moncton. 

Policy Planning—Murray Bosley, 
Toronto. 


Resolutions—B. R. Ker, Victoria. 

Scholarship — Aubrey Edwards, 
Calgary. 

Taxation—E. N. Rhodes, Ottawa. 

Term “Realtor’—P. J. Harvey, 
Brantford. 
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The Importance of Training 


By C. N. Suchowersky 


“Brain power makes sales, horse power draws loads.” 

The intention of our meetings and conventions is to 
improve our business. We try to increase our profits, to 
decrease efforts and to satisfy our customers, the public. 
That was and is the problem of every business, industrial, 
commercial or economicali—less power, more production 
—less investment, more profit, etc. 

In the real estate business we discuss on every occa- 
sion the main factors of our business: listings and 
prospects. How to get as many listings as possible at the 
right price with relatively low down payment is and will 
be one of our main problems. To find desirable prospects 
for these listings and to create good public relations is 
another problem. 

Who has to find these suitable listings, who has to bring 
in the commission, and who has to create good public 
relations? This is the third main problem. The answer is 
clear—the salesman. 


Importance of Statistical Records 

Do we in real estate business pay enough attention to 
the salesman, who,.in the opinion of the authoritative 
people in this field, is the most important man in modern 
society? Do we keep statistics of salesmen's turnover in 
a real estate business? Do we train them and supervise 
them, or are they free to do what they want how they 
want? Their failure or success as a result depends on 
what we call bad or good luck. 

Do salesmen need training? Do they need professional 
supervision? Can their abilities be rebuilt and improved? 

I regret to say that even today, approximately 50 years 
after John H. Patterson, the inventor of the cash register, 
proved through his continuous training that salesmen are 
made not born, there are still some among real estate 
agents who don’t believe in training. 

Recently a real estate man told me that he does not 
know if the Preliminary Real Estate courses, organized 
by local real estate boards are really necessary for a 
salesman. He gave me an example of a salesman who had 
very low marks in school and who even does not speak 
English very well, but who made more sales than another 
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one with high marks in school. On the basis of this state- 
ment, we have to arrive at the conclusion that it does 
not matter if one is educated or not, if he has a know- 
ledge of English or not, that the salesman is born. 


An Intelligent Salesman 

This ‘story made me curious. I went to see this sales- 
man and found out that he is an Italian fellow, with high 
school education, very intelligent, and that he had sold 
most of his houses to Italian people. What does it all 
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C. N. Suchowersky was born 
in the Ukraine, where he was 
educated, graduated in law 
and practised until World 
War Il. He came to Canada 
1949 and started with Mel- 
ton Real Estate firm in 1952 
as a salesman. In September 
of 1953 he was promoted to 
branch manager. In 1956 he 
was elected one of the 
directors of the Edmonton 
Real Estate Board and 
lectured on Salesmanship et 
the Basic Real Estate Course 
a organised with by the 
ile — E.R.E.B. 


mean? He has been educated in Italian, he knows Italian 
people and therefore he has sold houses to them—he is 
trained. I am sure that if the same man improves his 
English, gets some knowledge how to approach correctly 
the other people who live in Canada, improves his selling 
methods through effective training, he will become one 
of the best salesmen. But if this salesman does not get 
the right training and is not correctly supervised, sooner 
or later he will get discouraged and quit. 

We know that many firms have had able and productive 
salesmen, full of enthusiasm, and they lost them because 
of lack of right supervision. 


(Continued on page 7) 
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AND WHEN IT COMES TO REAL ESTATE INFORMA- 
TION AND ADVICE ABOUT WESTERN CANADA 


Please write: 
EASTERN DEPART: 


F 

| 
‘ ial ‘ Boultbee Sweet & C- 
We are in an excellent position to provide the most accur- 555 Howe Street 
j Vancouver, B.C. 


Ph: PAcific 722! 


ate data on all phases of the business. As a large, sound 
Real Estate House we are constantly dealing in mortgages, 


investments, insurance and sub-divisions in this fast moving 
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area. We have complete information on office buildings, 
homes, industrial properties, building lots, revenue proper- 


ties and sub-division developments. 


L 


Hope to see you here Oct, 21-23 at the C.A.R.E.B. convention. i 
7 nN 
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555 HOWE STREET, VANCOUVER, B.C. PH: PAcific 7221 
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advertising from all parts of \ 
the world. It includes some of the 
finest specimens within the scope \ 





of the Graphic Arts. | 
You will find it worth while to inspect 
this unique collection. Just phone 
or drop us a line. No obligation. 


The Southam Printing Company th 


19 Duncan Street, Toronto 1. 
Phone EM. 3-4021 











SERVING LEADING ADVERTISERS FOR MORE THAN 75 YEARS 
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...@ salesman must be trained to the job 


(Continued from page 5) 
To those agents and salesmen, who are not sure that 
training is a help, I would like to put a few questions: 


If they have a choice of hiring a salesman without any 
sales experience and one who had some selling experience, 
which one would they hire? Why do newspaper edvertise- 
ments in “salesman wanted” columns say that salesmen 
with some training are preferable applicants? 


Why does every agent like very much to get a sales- 
man from another real estate firm or from a life in- 
surance company? 


There is no doubt that the training improves the sales- 
man’s selling ability. 

We may compare a salesman to a musician. To study 
music, you have to have some ability, but the degree of 
your achievement depends on your training. 


Everyone likes salesmen with some experience and 
everybody would get them, if there were permanent 
training available for everybody who would like to start 
in the real estate as a salesman. 


But training, not lecturing. 


If we select a group of mediocre salesmen and give 
them good training, we will see the majority of them 
successful in the real estate business. On the other hand, 
it has been proven that even high calibre salesmen, with- 
out appropriate training, become disappointed and the 
majority of them ieft salesmanship. Even a so-called 
“born” salesman will become a star only with training 
and education . 


Lack of Training Cause of Failure 
Today it is scientifically proven by statistics from 

training schools and universities, that in addition to some 
qualities, training and education are deciding factors in 
successfulness of a salesman. There are many causes of 
salesman’s failure. Some are important, some affect many 
salesmen, some affect only a very low percentage. In 22 
important cases of failure there are five leading causes: 

1. Lack of training; 

2. Lack of professional supervision; 

3. Lack of interest on behalf of salesman himself; 

4. Lack of knowledge in how to train himself; 

5. Laziness. 


Why is “lack of training” the most important? Because 
through constant training and professional supervision 
we may cure the other defects of a salesman. Today they 
do not discuss whether salesman training is useful. They 
only discuss which methods to use to improve it. 


There was a time when salesmen were coming and 
leaving life insurance companies; they even could not 
keep statistics up to date. Once training was introduced, 
the turnover of salesmen was improved, in proportion to 
the improvement of training. Today some life insurance 
companies can maintain from 23 per cent to 60 per cent 
of their hired personnel during a period of five years. 


Every business organization today knows that it is 
necessary to equip a salesman with knowledge which he 
needs before the company lets him work. The sales 
training is not looked upon as an expense but as an 
investment which pays for itself with profit in a certain 
period of time. 
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Salesman training has been developed considerably, 
especially in the United States, during the last 10 years. 
Large organizations have an entire sales training depart- 
ment, with an elaborate training program. 

Training will not only improve the efficiency of a sales- 
man, but it will make him stay in this business; he will 
see in it not merely hard work with long hours, but 
pleasure in a lasting future career. 

The last question for the people who still doubt the im- 
portance of training is: 

There are many companies which develop fast at the 
beginning and open several branches beside the main 
office. Why after some time of activity do some of them 
clese their branches and others even close their businesses 
altogether? You may give me some answers: lack of 
salesmen, lack of managers. The exact answer is—lack 
of trained personnel. 


Today most agents are anxious to open as many 
branches as possible, especially in big cities. And there- 
fore they need schools to train salesmen and to prepare 
future branch managers. 

Only a trained and educated salesman will bring profit 
to agent and himself and will create good public relations. 
A high-pressure and aggressive salesman will make goal 
even without training, but he will not stay long in 
business. He is for a short run. He will be liked by agents 
but disliked by people, by prospects. A high-pressure and 
aggressive salesman equipped with training is an incom- 
parable power in the sales field, without limitation in 
profit. He is a guarantee for success of any business. He 
is called “star salesman”. 


Who has to train a salesman? 
1. The company agent; 
2. The Association; 
3. The salesman himself. 


The old idea that “experience is the best teacher” is no 
longer held by training specialists. They recognize that 
experience alone is both costly and ineffective. It takes 
a year for a salesman to get from experience, what he can 
get from training in a short time. 


Companies with a large number of salesmen should 
have their own trainer. He would do the same job in 
the training field, that a sales manager does in the selling 
field. A few smaller agencies may hire a trainer together, 
or organize a training school through their local organiza- 
tion. 


Basic Training School Needed 

Such a basic training school may be organized by local 
real estate board and co-op listings bureau in case that 
real estate brokers are not able to support it. Or it could 
be organized by provincial associations in neighboring 
provinces in partnership. The hired trainer would have to 
visit locations in rotation every two weeks or every 
month, and in this way every real estate board would 
have a permanent training school every two or three 
months acording to their need and desire. 7 


The training school will teach the salesman how to 
train himself, will prepare him for lecturing courses 
organized by our associations, will pave his way to 
university course and to the senior designation F.R.I., 
awarded by the Canadian Institute of Realtors. 
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CO-OP REPORT 


Comparison Shows 
January Sales 


Ahead tn 1957 


Starting this month, we will be giving comparative 
figures showing the gross listings and sales, month by 
month, as compared with last year. Having completed the 
first year of printing the monthly co-op statistics, we now 
have the figures to make this interesting month by month 
comparison. 


Two Million Ahead of January 1956 

Traditionally the off-monih for realty sales, January 
1957 nonetheless topped January 1956 by $2,400,000 in 
gross co-op sales. Sales totalled $17.5 millions as com- 
pared with $13 millions the year previously. 


Changes in Position 

Most Boards reported gains in gross sales this year 
over last year. The field leaders, Toronto, however were 
down by $300,000 according to the returns. Hamilton 
made an excellent showing, adding over a million dollars 
to its total sales this January. Listings sold were 251 as 
compared to 185. 

Sudbury made an outstanding jump, from $6,000 to 
$100,000 in January sales. Most other Boards seemed to 
retain their positions pretty closely, the comparison shows, 
though many Boards are so closely grouped now that a 
small change might alter their ranking positions. 


Office Regulations 
For New Salesmen 


Here are the office regulations that must be adhered to by all 
new salesman joining the Baird & Warner Inc. Realty office of 
Chicago, Illinois. 


1 During the first week of employment the salesman 
shall study material issued to him from the Company— 
Sales Rules and Regulations, the Real Estate Sales- 
man’s Handbook and the Real Estate Trader’s Hand- 
book, study listings, check properties listed, look at all 
the properties sold by his office in the previous ninety 
days (including all the exclusives held by his office), 
listen to what goes on about him, ask questions—i.e., 
get the feel of the business and try to form some sense 
of market values. 

During this week he is not to talk to buyers or sell- 
ers without consent of District Sales Manager. He will 
not have a Period of Duty, or Floor Day. 

2 During the second week (in addition to No. 1) he shall 
contact sellers and try to secure listings, follow news- 
paper ads, contact owners personally and use any of 
the prescribed methods suggested by District Sales 
Managers to secure listings. He may place signs on 
these properties where advisable. 

8 During the third week, (in addition to the above), he 
may take exclusives after consulting with the District 
Sales Manager, acquaint himself with the commonly 
used kinds of financing, learn how to draw an Offer to 
Purchase, how to negotiate deals, study the forms of 
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Phil Seagrove, better known 
as “Mr. Co-op", with the 
comparative review of co-op 
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Total Sales in 1956, by months. 


Dream Home Draws 3,€ 


(See Cover Photograph) 
“I want people to come and see the dream h 


built,” said a real estate agent to the Woodstock S$ 
Review advertising department. “We'll get them [ 
he was told. 


Four days after the promotion of the dream he 


vitation by newspaper advertising, 5,000 people hx 
through this home. 


The house, located in a new subdivision was 


completely furnished: from on-the-wall refriger 
potted plants, everything was there. Completely fu 
the house sold for about $30,000. 


The open house during four days brought four 


for new homes totalling $63,000 worth of business 
agent and the building contractor. 


At the end of four days, and still the rest of a v 


carry on with the open house, gratitude was e™ 
to the newspaper into a letter of testimonial ex! 
pleasure at the great number of people who respv! 


wn 


contract commonly used, as well as all office for 
read the Sales Rules and the Real Estate Sak 
Handbook again. 

During the fourth week, if he has done his 
thoroughly and has a good understanding of prv! 
listings, exclusives, how to fill out Offer form> 


cing, etc., he may for the first time talk to buyer: 


mit properties, advertise, and be assigned his !: 
Duty. On his first three deals he must work 
District Sales Manager. 

Licenses. Until a salesman passes his examin: 
a State Salesman’s License and receives his © 

to sell real estate, it is important that he does 


vertise and that he acts only under direction ‘ 


District Sales Manager. 
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Your Appraisal Editor, J. |. Stewart, is a graduate 
of the University of Toronto and Osgoode Hall Law 
He has also successfully completed the 
Post Graduate Course in Town and Regional Plan- 
ning at the University of Toronto and is a graduate 
student in the Institute of Business Administration of 
the School of Graduate Studies, University of Tor- 
onto. Mr. Stewart is manager of the Appraisal and 


Mortgage Department of Shortill & Hodgkins Ltd., 


Toronto. 
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Two sides of a problem 





S.R.A. 





Value to the Owner — | 


By G. |. M. Young, B.Sc. (Estates Management) A.R.I.C.S. 


“Value to the Owner” is not a product of the econo- 
mists. Any respectable economist would tear his hair at 
the thought. It was invented nearly 50 vears ago by Lord 
Justice Fletcher Moulton in an English expropriation 
case—-Lucas and Chesterfield Gas & Water Board, 1909. 
The learned Lord Justice said, in essence, the owner is to 
recieve compensation “estimated on the value to him and 
not on the value to the purchaser. He is to receive the 
market value of his lands ... and any and every element 
of value which they possess must be taken into con- 
sideration insofar as they increase the value to him”. 

This looks straight-forward enough. What the case 
seems to explain is that compensation should not be 


EDITORIAL COMMENT | 


Appearing on these pages are articles by leading appraisers 
expressing two sides in the important concepts of value as set out 
in the heading hereto. It is felt that Mr. Found's article expresses 
the opinion of all thinking Appraisers but unfortunately does not 
express the opinion of the Courts which in the final analysis must 
decide what concepts of value are valid. Mr. Young's article sets 
out this latter view point. Clearly there is conflict. Also, clearly 
Mr. Found is wrong in his statement, "There has never been any 
basis for settlement recognized by our courts other than the Market 
Value Concept.” 











Mention has been made before of the recent decision in the 
Ontario Court of Appeal in the case of Steel vs. Metropolitan 
Toronto; there the Court said that because (among other things) 
the appraisers had not considered value to the owner, their 
evidence "is almost worthless’. 













Unsatisfactory Situation 


The situation is most unsatisfactory; all our Appraisal tech- | 
niques and skills are useless if we do not do what the Courts 
demand; this is a serious matter and your Editor feels that all 
responsible bodies concerned with appraisal matters should under- 
take to clarify it. If we are not concerned enough to point out the 
problem to Legislative bodies so that they can see the need for 
clear definitions of value in relevant statutes, then we will always 
be in the same muddle. 


In the United States and United Kingdom, Market Value is the | 
only criterion; with respect it is suggested that it should be here | 
but this will only be possible by the inclusion of Statutory 
Definitions of Value in all statutes concerned with compensation 
to owners of real property. Certainly the interested Institutes 
and Associations should consider forming a joint Standing Com- — 
mittee on Value Concepts. | 
























estimated by considering the value to the taker—this 
may be an astronomical sum if a major development pro- 
ject is being constructed—what has to be estimated is 
value to the owner. What has been made is a fairly simple 
distinction. 


Canadian Principles Same as British 

This concept was reaffirmed in 1914 in a Canadian case— 
Cedar Rapids Manufacturing & Power Company v. Lacoste 
which was heard by the judicial committee of the Privy 
Council. In that case Lord Dunedin stated that ‘‘the law 
of Canada as regards the principles upon which com- 
pensation for land taken is to be awarded is the same as 
that of England”. 


The legal doctrine took a slight twist later in that same 
year when another case was heard by the judicial com- 
mitee. This was an Australian case, Pastoral Finance 
Association v. The Minister, nonetheless binding on Cana- 
dian courts. The land here being expropriated had been 
purchased by the appellants for the expansion of their 
business and evidence was given as to the savings and 
additional profits which would accrue from the ownership 
of that land. In their judgment the judicial committee 
used these words “that which the appellants were entitled 
to receive was compensation, not for the business profits 
or savings which they expected to make from the use of 
the land, but for the value of the land to them. Probably 
the most practical form in which the matter can be put 
is that they were entitled to that which a prudent man 
in their position would have been willing to give for the 
land sooner than fail to obtain it”. 


This concept has changed somewhat from a pure 
market: value theory. The court is now entering a sub- 
jective field. It is asking the owner of the land what he, 
as a prudent man, knowing the profits and savings which 
may accrue from ownership, would be prepared to pay 
to retain his land, rather than lose it. This could be more 
than market value, in a case where an owner is in a 
special position enabling him to profit from ownership to 
a greater degree than the general run of able and willing 
purchasers. We seem to have departed a little from the 
original concept of value. 


(Continued on page 13) 














Value to the Owner - li 


By Lloyd Found, M.A.I., A.A.C.I., S.R.A. 


Value to the owner is presently all around us. There is 
no use anyone saying there is no such thing, since that is 
not correct. There are indications from time to time that 
some individual may have an advantage over everyone 
else by being allowed to do certain things with a 
property. This “Value to the Owner" we hear about is, 
however, the value usually developed in the minds of 
men, whose property is being expropriated. 


When called to list a home or farm for sale, and the 
owner is seriously considering selling, he'll frequently 
show you over the property, pointing out all the amenities 
that have made this property valuable to him. He shows 
you the fine paint job in his den, the workshop in the 
basement; the expensive rug down wall to wall which 
suits his tastes just fine. Then when you've seen it all 
he says, ‘“‘How much can you sell it for?” He seldom says, 
“What is it worth to me”, because he knows that you 
don't know. 


Basis For Fair and Equitable Settlement 

When decisions must be made on the values of 
properties expropriated the appraiser is confronted with 
the task of determining a basis upon which a fair and 
equitable settlement should be made. Frequently we are 
asked, “What was market value of the subject as of date 
of expropriation’. Other times we are asked “What is 
the compensation due to the owner as a result of the 
taking?” These are, at times, two different questions. 


So far as I know, there has never been any basis for 
settlement recognized by our courts, other than the 
market value concept, if it can be applied. However, this 
does not stop a court from making an award for a 
property that is not readily marketable, or award some- 
thing above it where the circumstances appear to warrant 
it. Our laws provide “that the owner must be made 
whole”, or that he must be compensated in dollars, or in 
kind, for what has been taken away. In other words, if 
his farm was worth $10,000 on the open market, it must 
be assumed that it could be replaced, or its utility re- 
placed, for that sum. Then, over and above this, the 
courts are frequently making an award of some additional 
amount for forcible taking. 


Deprivation of Additional Advantage 

Single purpose properties, such as churches, schools, or 
houses built for midgets, can only be appraised on the 
basis of cost when taken from the owner. I've seen where 
an individual has had certain advantages in marketing a 
product, where to be deprived of this advantage is an 
additional loss to him waich I believe must be considered 
when estimating compensation. However, the “market 
value” of his property is not necessarily higher or lower 
than if I had owned it. 


The question probably is, ‘Are we appraisers competent 
to estimate the amount of compensation due?” I doubt 
that we are, when Supreme Court judges have great 
difficulty in doing it. We may establish the “before and 
after worth of a property that has been severed"; or we 
may attempt to advise an owner what we think a court 
would allow. But to go out and say that the claimant 
would make X dollars over a long period of time and 
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should be paid that, is certainly stepping into a sphere 
which up to now has been regarded as God’s alone. 

The belief that he would make X dollars over a long 
period is the usual reason that a prudent purchaser would 
pay anything for a property now. 


Compensation Due to Owner 

I saw recently where an appraiser in estimating the 
compensation due an owner, made first: an estimate of 
value by the cost approach and forgot about accrued 
depreciation: took the gross income capitalized at six per 
cent to give an estimate of value by income: then adding 
the two together, plus 10 per cent for forcible taking, 
said this is the value to the owner, or the compensation due 
him. 

Men will assess some other situations this way. Say we 
have 10 acres of potential sub-division land which when 
developed will sell for, say, $100,000 after servicing, ete. 
They then ask that they be paid $100,000 for the parcel 
now and call it “Value to the Owner”. 

Now look at the situation reasonably! Who would pay 
$100,000 now for a package that would be, if he is lucky, 
delivered to him in pieces over a long term period. Is 
there no risk involved at all? If you are selling farms, 
poultry or beef, would you pay now the gross price or the 
net price that you hope to get at some future date? You 
can just imagine a tobacco buyer going into Simcoe 
County on August Ist and saying, “Mr. Farmer, you'll 
have $50,000 worth of tobacco when you deliver it to me 
this December. I'll pay you full price now and if you don’t 
get it harvested that’s O.K. Just keep the money”. 

In order to clarify the two values that are sought, let 
us look at two definitions used. On market value, the 
definition is mine. On value to the owner, the definition 
was given to me by the Appraisal Editor some time ago. 


(Continued on page 12) 


BIOGRAPHICAL NOTE 


G. |. M. Young graduated from London University in 1950 with 

a B.Sc., degree in Estate Management. He is a Professional 

| Associate of the Royal Institution of Chertered Surveyors and 
Chairman of the East Canadian Committee of that Institution. He 
is also a member of the Appraisal Committee of the Toronto Real 
Estate Board. 

Mr. Young has had several years expropriation experience, both 
in the United Kingdom and Canada as Senior Appraiser with 
Shorthill & Hodgkins Limited, where he has been extensively en- 
gaged on appraisals in the St. Lawrence Seaway. 

Lloyd Found has operated his own real estate firm in Lindsay, 
in Ontario for many years. His interests have always been in in- 


| ereasing the professional status of the real estate industry and to | 


this end he himself has taken advantage of all available 
opportunities to increase his knowledge. He received the M.A.I. 


designation in 1956 as well as the A.A.C.I, and is also Senior | 


Member of the Society of Residential Appraisers. Mr. Found has 
an active and varied appraisal practice and engages in a con- 
siderable amount of proceedings in Eminent Domain; he is well 
qualified to write on his present topic. 
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Value to the Owner—Il 
(Continued from page 11) 


Yours may be different, but I believe these express the 

two thoughts reasonably well. 
“The Market Value (i.e—that price in terms of 
dollars which a purchaser would be justified in paying 
and which a seller would be justified in accepting, 
each having full knowledge of all the rights and 
privileges inherent in the land and neither one acting 
under compulsion). 
“The Value to the Owner” which may be defined as 
being “the present worth of all future rights and 
benefits which would accrue to the owner in long 
term use and/or ownership of the property, assuming 
it was used and developed in the highest, best or 
most advantageous use to which it is reasonably 
capable of being put”. 

When analysing market value, we are assuming this is 
as of a given date and we are estimating what is in the 
minds of men by the willing buyer, willing seller, concept 
and we are considering this deal as between prudent 
people. 


Future Use of Property 

When considering “Value to the Owner” we are estima- 
ting what this particular owner might do with the 
property in the future. We analyze his future operating 
statements, income and real property taxes, health, 
labor conditions, market for the product, etc., and then 
after we have determined by our crystal ball, just what 
the future net income will likely be, we fix a capitaliza- 
tion rate for the investment, picked from who knows 
where. We then convert this income into a lump sum 
which is now said to be the present worth of all future 
rights and benefits which would accrue to the owner, etc. 


(One Of A Series For Realtors) 


° Your Advertising °@ 


GIVE If LURE 


A well written advertisement gets extra 
attention when it is attractively presented. It 
may be just a word in the heading, a little 
white space or arrangement of type. Your 
Daily Star Classified Representative will be 
glad to suggest appealing lay-outs. 


Make certain that your carefully prepared 
advertisement brings maximum results in The 
Toronto Daily Star where Realtors place more 
Real Estate advertisements than in both other 


Toronto newspapers combined. 


Toronto Daily Star 





Se eS OE a ee he en Bt 


ee ee ne ee ee eee 


Can we, as appraisers, by any stretch of the imagina- 
tion, consider ourselves so good as to estimate today what 
a commodity will bring in dollars 20 years hence? 

We can, however, from the market data, usually avail- 
able, estimate what a prudent purchaser would pay now 
for the privilege of anticipating this future potential in- 
come. Or we can estimate what he would have paid at 
almost any time in the past. Let’s stick to this and not 
be trying to set our appraisal dates 20 years ahead. It 
is tough enough to prove what happened yesterday. 


Ad-Man Warns Realtors 
Sharpen up Advertising 


“It hasn’t ben too difficult for real estate agents to 
make sales in these prosperous mid-fifties, but it’s going 
to get tougher. 

“If real estate agents want to strengthen their position 
in this tough selling climate, one of the first things they 
have to do is reassess their advertising methods”. 

That is what Frank Starr, vice-president, Ronalds Ad- 
vertising, Montreal, told members of the Montreal Real 
Estate Board. 

Two points Starr urged real estate agents to consider: 
® Greater use of display advertising. 
® Direction of real estate advertising by 
specialists, namely, advertising agencies. 

Classified advertising, Starr pointed out, is an establish- 
ed and proven selling aid, but its purpose is to serve as 
a listing only and certainly not as a motivation to buy. 

“I am firmly convinced that listing, or classified adver- 
tising, is an important plank in any successful real estate 
platform. But, it is only the vertical foree—the one that 
serves as the least common denominator for ail real estate 
firms”. 


advertising 


Display Ads Urged 

Urging real estate agents to use more display advertis- 
ing, Starr told them that the attention value from a type 
ad to a picture display ad can go up from 15 per cent 
to 80 per cent. The remembrance value from a type ad 
ranges from 20 per cent to 70 per cent. 

Starr suggested that real estate agents are ‘missing 
the boat” by failing to employ advertising agencies. “If 
you are going to buy advertising, see the specialist. Invest 
the extra few dollars it will cost to make your advertising 
more appealing and pay off for you,” he said. 


Big Increase 


In 1956, it is estimated that Montreal area real estate 
companies bought approximately 600,000 lines in their 
local newspapers as compared with a total of a little over 
73,000 lines in 1946. As late as 1953, yearly linage was 
190,000 only. 

The 1956 expenditure amounted to about $250,000, plus 
five million lines of classified in the Montreal Star, Mont- 
real Gazette and La Presse, involving an expenditure of 
about $1.5 million. 

Montreal realtors have used brochures and other inex- 
pensive presentations in their merchandising. Here are a 
few other suggestions thrown out by Starr: 

@ Have you ever invested in movies of a building develop- 
ment for showing? 

® How much intensive mail advertising have you-done? 

@® When confronted with the selling of a fairly expensive 
piece of property, have you ever thought of selecting a 
representative group of wealthy people and throwing a 
cocktail party on the premises? 
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... conflicting opinions on “Concept of Values” 


Value to the Owner—I 
(Continued from page 10) 


In 1949 the Supreme Court of Canada heard the case of 
Diggon-Hibben Limited v. The King and paraphrased the 
judgment in the Pastoral Finance case as follows: 

“The question is what would he (the owner) as a 
prudent man, at the moment of expropriation, pay 
for the property rather than be ejected from it. It 
is assumed that he is to continue in business. In this 
we have no need of an imaginary market, purchase 
or interest; we have the real interest of the owner 
and its measurement in value is the task for the 
Court”. 

Thus, we have the Supreme Court of Canada disregard- 
ing the market and considering the “real interest of the 
owner” whatever that may mean in hard cash. 

This was expressly approved in 1951 again by the 
Supreme Court of Canada as follows: Woods Manufactur- 
ing Company vy. The King, 1951. 

“It may well be that the selling price of the land in 
the open market would be no adequate compensa- 
tion to him (the owner) for the loss of opportunity 
to carry on that business there”. 

The Chief Justice of Canada then went on to say that 
“Lord Moulton in the Pastoral Finance case has given 
what he describes as a practical formula which is that the 
owner is entitled to that which a prudent person in his 
position would be willing to give for land sooner than fail 
to obtain it”. 

Thus all the weight and authority of the Supreme 
Court, delivered by the Chief Justice of Canada, is behind 
the doctrine of “value to the owner” meaning something 
more than market value. 


Estimated Market Yalue 

Lest there should be any doubt, the Supreme Court, in 
that case considered the evidence of the appraisers for 
the appellant, who estimated market value at $315,000 
and $280,000 respectively and referred in particular to 
the opinion of one (described in a later case as one of 
Canada’s most experienced experts). The evidence of this 
witness for the company was to the effect that if the 
owners wished to sell on the market they could obtain 
$280,000 for their property. If he was representing a pur- 
chaser, and assuming the present owner wished to con- 
tinue in business, he said that he would be unable to ex- 
press an opinion as to the amount the purchaser might 
have to pay but he would advise him to pay 10 per cent 
more than $280,000. However, he would not advise the 
owner to accept that amount since the company could not 
hope to reinstate itself for that sum of money. The vice- 
president and comptroller of the company said he would 
advise against selling for less than $700,000. 

The Court awarded $450,000 (which included forcible 
taking), much more than the market value of the 
property as estimated by the appraisers acting for the 
company. It is interesing to note, in awarding this sum 
the Court commented (1) The amount to which the. 
appellant was entitled could not be determined with 
mathematical accuracy (2) They were satisfied that the 
value of the property to the owner was in excess of the 
value of the land plus the depreciated value of the build- 
ings. The award was based on the amount of the owner, 
being directed by prudent businessmen, would have been 
prepared to pay for the property at the time of expro- 
priation, rather than be forced to give up title and 
Possession. 
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This is the present position of the law of Canada re- 
garding the basis of compensation to be paid in expropria- 
tion proceedings. 

As you might expect with any controversial topic 
touching the interests of many private individuals, there 
are critics of the principles involved. There is little that 
arouses the indignation of the citizen more than the 
forcible taking of his private property. The more owners 
who are affected, the more strident are their claims for 
fair treatment and adequate compensation. 


Most important, therefore, is the need for a yardstick 
capable of simple and consistent interpretation in terms 
of value. Much can be. done to reduce public distrust 
when the public can readily grasp and understand the 
principles of law which affect their lives. 


Recent Judgment of Exchequer Count 

Yet amongst the critics of the law on this somewhat 
vexatious matter, the President of the Exchequer Court 
of Canada, in a recent judgment, said of the test of value 
laid down by the Supreme Court. 


“For my part, I must frankly confess that I do not 
understand it and I am at a loss to know how to 
operate it. Is the market value of the land to be 
wholly disregarded? How is the amount which the 
assumed owner would be willing to pay be deter- 
mined? Whose opinion on this subject, if it is not 
left to the owner to decide, will be available to the 
Court?” : 

And last year, in a Toronto case, the Ontario Court of 

Appeal found that: 

“The evidence given by the real estate brokers on 
behalf of the respondent is almost worthless” (and 
one of them made) “No attempt to address himself 
to the real question upon which the amount of due 
compensation payable to the appellant depended”. 

The court remitted the case to the official arbitrator to 

be heard afresh, saying: 

“There is such an absence of evidence touching the 
question upon which the appellant’s right depends 
that there is no alternative but to set aside the 
award and remit the matter to the present official 
arbitrator so that he may proceed ‘de novo’ to hear 
evidence and counsel for both parties and thereafter 
to make an award in accordance with the proper 
principles of law’. 


The official arbitrator and the real estate brokers may 
have erred but perhaps they could be forgiven when we 
hear the President of the Exchequer Court admits even 
he does not understand the application of the law. 

The importance of these principles may be judged in 
the light of the following statistics. 

1. The City of Toronto handled 706 new claims in 
1955. 

2. Metropolitan Toronto settled 436 claims in 1955 
and had 283 outstanding at the end of that year. 

3. The Department of Highways Ontario entered 
into 2,952 agreements during 1955. 


The vast majority of these cases would be settled by 
private negotiation between the parties—would never be 
heard in Court. Yet it should be an overriding principle 
of justice that a claimant be no worse off for settling by 
negotiation than if he chooses to take his case to court. 
Can this be done when the most eminent appraisers de- 
clare they are unable to estimate “Value to the Owner’? 
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Improved Real Estate Values with 


cequate Electrical Wiring 


As a result of a concentrated 
campaign during the next few months 
prospective tenants likely will ask 
building-owners more questions about 
electrical systems. Large-capacity 
facilities will be one of the features 
rated “most desirable’-—in many 
cases being the point on 
which a lease at favorable rates may 
depend. 

This condition is anticipated as a 
result of a new project of Canada’s 
electrical industries which breaks 
this month. It is a consumer-promo- 
tion campaign to sell Canadians on 
the idea that they can “Live Better 
... Electrically”. 


Trouble With New Machines 


Annoyance and frustration have 
been accumulating against apart- 
ments, office, stores and plants lack- 
ing adequate electrical facilities. In- 
dustrial and commercial executives 
have trouble when they want to in- 
stall new machines. Office devices, 


decisive 


such as new computers, fail to work 
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properly. Householders find that ap- 
pliances like high-speed clothes 
driers can’t be used. 

With memories of too many blown 
fuses, too much down-time on ma- 
chines, and_ general inefficiency, 
people leasing space of one kind or 
another will try to avoid having: to 
put up with this kind of grief. 


Competitive Advantages 

The landlord who can assure them 
trouble-free electrical service will 
have a major “selling” device. To 
satisfy the market, new premises will 
have to be designed to provide such 
service; older locations will be at a 
competitive disadvantage unless faci- 
lities are expanded and brought up to 
date. 

Back of this attitude is growing 
recognition of the fact that electrical 
capacity is a dynamic, growing 
characteristic of any building. It 
must provide a factor of expan- 
dibility, where most other character- 
istics are largely fixed and static. 

Proof of this fact is provided by 
the record of use of electricity. Now 
four times what it was 25 years ago, 
the most-modest estimates say that 
it will double again in the next 10 
years. 

Realtors, architects, engineers and 
others concerned with building con- 
struction have been aware of this 
condition, but they have experienced 
heavy pressures against efforts to do 
anything about it. 


, 


Public Ignorance 

Ignorance on the part of the public 
has been a primary cause; a second 
has been the fact that almost any 
space has been marketable. 

An increase in public appreciation 
of the benefits of adequate wiring, 
over wide areas is hoped for. A key 
decision related to this change in 
attitude was made last ctober by 
the Canadian Electrical Manufac- 
turers Association. To prove their 
companies meant business, represen- 
tatives voted to lay $175,000 on the 
line. 

$100,000 of the CEMA fund will go 
into direct consumer promotion. 

The objective is large enough to 
justify investment of this kind of pro- 
motional money. It breaks down into 





three main parts: (1)—raising sights 
in wiring for new construction. (80 
per cent of new homes are said to be 
not up to RED SEAL standards; 
many commercial and _ industrial 
buildings suffer from too-small supply 
facilities and too-light wiring). (2)— 
rewiring—an_ estimated $1 _ billion 
market, in homes alone, because 212 
million Canadian houses built before 
1941 now are absolutely obsolete 
from an electrical standpoint. (3)— 
sale of appliances and equipment. 


Unsatisfactory Expedients 

A particular example is air- 
conditioning. Demand for this com- 
fort-factor and sales-builder has led 
to all sorts of expedients being tried 
in commercial buildings of various 
sorts. Often there just isn’t any 
answer to the problem except major 
rewiring. 

With conditions like this as back- 
ground there is plenty of incentive 
for every enterprise in the electrical 
industries to support the campaign 
with both time and money. Every 
dollar invested in raising the degree 
of consciousness of the benefits of 
easily-available electric power will 
come back multiplied many times. 

Electrical contractors are seen as 
the focal point of the whole opera- 
tion. The direct point of contact with 
builders and owners—they will make 
the actual sales. 

Those who own and_ operate 
premises for rent can see a good deal 
of significance in this drive. There 
will be increasing demand for 
quarters where electrical capability 
is such that there will be freedom 
from limitations and restrictions on 
the use of modern equipment. There 
will be increasing difficulty in main- 
taining building income where there 
is serious inadequacy in this par- 
ticular facility. 

Realtors who want 
minute information may obtain it 
easily by enquiry to the Electric 
Service Leagues in their provinces or 
to the Institute of Electrical Living, 
at 126 Davenport Road, Toronto. 
Publications such as “Facts about 
Wiring for the Home” and “Getting 
the most from your Home's Electric 
System” are handy references in non- 
technical language. 
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CAREB Press Release 


Reprinted below is the March re- 
iease made available to newspapers 
i} news services by the Canadian 


sociation of Real Estate 


When "Do it Yourself" 
Fails to Pay Off 


Invariably the person who tries to 
4] his own house gets less for it than 
he should, and than he 
rizsht to expect, says J. S. 
president of the Cana- 


teal 


less has a 
Stevenson 

Vinnipeg, 
jan  <Association of Estate 
Boards. 

The pattern usually is the same. 
Not being an expert appraiser, fami- 
liar with current values and replace- 
ment costs, and possibly influenced by 
sentiment and exaggerated rumors of 
neighbors’ profits on real 
transactions, the tendency for the 
owner is to set the price too high. 


estate 


Frightens Prospects 

This frightens away prospects who 
might otherwise be interested. When 
the stream of enquiries dries to a 
trickle, and several months go by— 
wrhaps the best sellings months 
wople begin to wonder why the house 

isn’t been sold. What’s wrong with 
it? they ask. 

At this point, the owner is apt to 
panic. Worried and discouraged, he 
slashes the price to an unrealistically 
luw level, and accepts almost any 
offer in order to make the sale. The 
result is loss which could have been 
avoided if the house had been valued 
and listed with a broker-member of 
the local real estate board. 


Exclusive or "Co-op." 

The choice of whether the listings 
is exclusive (handled only by the list- 
ing broker) or “co-op” (shared by the 
listing broker with all member- 
brokers of the board) depends on in- 
‘vidual circumstances. 

The co-operative listing system 
“fers opportunities to make a quick 
“ale, because it brings the house to 
the attention of the maximum num- 
‘er of prospects. During 1956, a 
monthly average of $22,000,000 worth 
“f property was sold nationally in 
this way, 

A unique operation featured by 
many local real estate boards is the 
“pen house” technique, by which 
‘ember-brokers meet once a week, to 
“MPraise One or more houses listed 
under the co-op system. 
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‘reflection will 


In this way, sellers are assured of 
expert appraisal and accurate pric- 
ing, not just by one broker, but by 
many brokers. Because the price is 
based on recent sales and listings, it 
is in line with current market con- 
ditions. Thus, the seller gets assur- 
ance of a realistic price which will 
help to move the property promptly. 


Your 


ren AY ESN CARRA 
cy ay HA Hed ; i 
bbs iee a Bad 


A Definition 

There's a realtor—-a man promi- 
nently in the public eye—who de- 
fines public relations as an operating 
philosophy to be applied to every- 
thing we do. 

His success marks him as someone 
whose advice commands attention. 

No one in real estate, he claims, 
can choose whether or not they want 
public relations. From the moment 
they enter the business, what they 
say and do either makes people like 
them and buy their services, or dis- 
like them and spend their money 
elsewhere. 

“You cannot,” this man declares, 
“ignore public relations and expect 
them to be good. Bad public relations 
reduce sales, lower efficiency and in- 
crease overhead.” 

Public relations comprise a con- 
tinuous series of impressions which 
brokers and their employees make in 
dealing with people outside the firm. 
No endeavor can last, let alone 
succeed, without the goodwill and 
approval of the public. 


Begin at Home 

Like charity, good public relations 
begin at home. A little thought and 
indicate if the per- 
sonnel practices a broker follows are 
beneficial or harmful ones. 

Unhappy, dissatisfied people are 
not good workers. A happy office only 
comes about as the result of a good 
working environment. Pleasant sur- 
roundings, uncluttered layout and 
good lighting are prime requisites for 

. 


any staff. Over and above this, em- 
ployees should: be given a sense of 
belonging, of participation. They'll 
give more to their job if they feel 
they enjoy the confidence of a boss 
quick to recognize their accomplish- 
ments. 


Be Trusting to Employees 

The realtor to whom reference 
earlier was made says, “Trust your 
employees. Make it possible for them 
to grow, to make mistakes, to take re- 
sponsibility. Your own effectiveness 
as an executive will be inereased 
many times, and the practice of good 
public relations will become a natural 
outgrowth of your firm’s dealings.” 

Stress courtesy as well as service. 
When you phone your office, listen to 
see what impression customers, pros- 
pects and friends are likely to get 
from what may be their initial con- 
tact with your firm. A good reception- 
ist-switchboard operator is a wonder- 
ful ambassador. 

Look at your outgoing letters with 
a critical eye. Have you an attractive 
letterhead? Is the typing neat and 
well spaced? What about what you 
say? If the “I” stressed 
instead of the “you”, your letters 
aren't the vehicle for promoting good 
public relations they should be. 


attitude is 


Dependability a Yirtue 

In your business, you'll find that 
customers regard dependability as 
one of the supreme virtues. Be 
prompt, attentive, a good listener. 
Never advertise or represent any- 
thing as being other than what it is. 
Be mindful that while people may 
forget the price they pay for a 
property, they don’t forget whether 
they got value for their money. 

Ally yourself with your community. 
Be neighborly, readily available for 
good works. By all means support 
your local real estate board. Play up 
your membership: it’s a symbol of 
reliability and fair dealing. 

Few people have as many publics 
to satisfy as do persons in the real 
estate business. It me make it 
easier for them if they remember 
the basic motivation behind all good 
public relations, the Golden Rule, 
“Do as you would be done by”. 


Q: How can an arbitration committee 
help promote a local real estate board's 
public relations? 

A: By settling amicably disagreements be- 
tween two brokers, or between a broker 
and his customer, which might other- 
wise lead to court action. 





Real estate men were interested in 
the proposal of James E. Coyne, Gov- 
ernor of The Bank of Canada early this 
month to get chartered banks to 
channel savings funds into long-term 
loans on mortgages and Government 
bonds. 

The ‘Toronto Globe and Mail pub- 
lished “opinions from real estate men” 
to the effect that the Government's 
tight money policy has had more 
serious effects on the economy—par- 
ticularly in the building field—than 
had been anticipated. ‘Demand for 
homes is a really genuine one” said 
one, “and was not a reflection of in- 
flationary trends”. 

Also quoted were officers of the 
several large finance companies in 
the Toronto area, who agreed that 
their co-operation with the Bank of 
Canada in limiting credit financing 
had had wide effect in cutting con- 
sumer spending. 

The Bank of Canada’s proposal was 
revealed in Ottawa March 11, when 
Governor James E. Coyne held a 
press conference in connection with 
the issue of the Bank’s annual report. 


EVERYBODY 
reads the 


Spectator 


There are more Spectators sold 
in Hamilton DAILY than there 
are homes in the city. 


FOR COMPLETE COVERAGE 
AND QUICK ADVERTISING 
RESULTS 


use 


SPECTATOR 
WANT ADS 


Serving one of Canada's fastest 
growing areas 


THE HAMILTON SPECTATOR 


Est. 1846 | Hamilton, Ontario 








MORE MONEY FOR MORTGAGES? 


He revealed plans for segregation 
of savings deposits and their use by 
the chartered banks for housing loans 
and other long-term investments. 


Saving Deposits Rising 

In the report, it was noted that, in 
the past five years, total savings de- 
posits in chartered banks had risen 
by an average of $340 million a year. 
These deposits, said the report, had 
been available to augment other bank 
resources as required when demand 
for commercial loans was great, as 
has been the case in the past year or 
more. 

In other countries, savings were 
deposited with building societies, 
savings banks and not with the com- 
mercial banks, as in Canada, and 
these organizations invested them in 
mortgages or other long-term invest- 
ments. The report indicated that 
some means was being sought where- 
by this system could be incorporated 
into the Canadian banking system. 


Pool of Funds 

Although the report did not say so, 
a steady annual increase in savings 
deposits, if used for mortgages, would 
provide a constantly expanding pool 
of funds for residential construction. 

Mr. Coyne and other Bank of 
Canada officials were to have a con- 
ference with representatives of the 
chartered banks later in the month. 
He said that the provision of housing 
loans was to be discussed with the 
banks. 

“We are trying to see what can be 
done,” Mr. Coyne said, “and where 
we can make a start on having the 
banks make some change in their in- 
vestment practices in order to put 
more money into housing. 

“To me it is not a housing matter 
but a banking matter. I think it 
would be an improvement in the 
banking structure if these deposits 
went into long-term investments and, 
of course, housing would be the ob- 
vious thing to start on.” 

“I think the banks want to be in 
the housing picture,’”’ Mr. Coyne said, 
“but they feel uncertain as to where 


they are going to get the money to 





put into housing. They are inclined to 


say they would like to make housing 
loans, ‘but where is the money to 
come from?’ 

“To this, the central bank may 
say: ‘We can make more money 
available but what is it to be used 
for?’ It is a question of degree as to 
how far the banks will go along this 
route, but I don’t think there is any 
risk about it at all.” 

Mr. Coyne believed that there was 
now a greater public acceptance of 
the necessity for credit restraints 
than there had been two months ago 
when the annual report was written. 
He also thought he saw some bene- 
ficial results from the policy. But in- 
flationary pressures were still strong 
although the counter balancing pres- 
sures were also stronger than they 
had been. 


Never Had A Banking Act 

Mr. Coyne observed that Canada 
had a bank act that regulated the 
chartered banks but had never had a 
banking act to regulate the business 
generally. The finance companies in 
fact carried on a form of banking 
business. “It may be that some wider 
form of banking regulation may be 
desirable at some stage,” he said. 

However, he declined to be specific 
about the kind of regulation that 
would be desirable. That, he said, was 
a matter for “other people’, evident- 
ly meaning those in the political field, 
to argue out. They would have to de- 
cide just what constituted banking as 
a business. 

He believed that money was now 
becoming easier, noting that there 
had been a decrease of about a 
quarter of 1 per cent in the yield on 
Government bonds in the past month 
or so. He hoped this trend -vould be 
assisted by an increase in savings, 
both personal and corporate, and a 
postponement of expansionary pro- 
jects so as to maintain a high level of 
development in 1958 and 1959. 


Housing Loans Down 

In the bank’s report, it was stated 
that in December, 1956, bank loans 
had risen by 12 per cent over the pre- 


(Continued on page 17) 
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MORE MORTGAGE MONEY? 
(Continued from page 16) 


ceding December. But the total of 
new approvals of housing loans in 
1956 had dropped to half that of 1955 
and by the end of 1956 the banks had 
largely withdrawn from this field of 
lending. 

More than 80 per cent of savings 
deposits were held by chartered 
banks, the report said. Under con- 
ditions of inflationary pressure, the 


general Joans and other forms of 
short-term credit by the use of 
savings. 


Overseas Systems 

In other countries, personal savings 
were chiefly held by institutions other 
than commercial banks and the ob- 
jective of these institutions was to 
invest their funds so as to obtain the 
highest interest rate consistent with 
prudent investment and so pay the 
highest possible interest rate to their 
depositors. 

Experience had shown that rarely 
if ever did one of these institutions 
encounter a decline in total savings 
deposits other than purely temporary 
or seasonal fluctuations. 


LOOKING FOR AN 
EFFECTIVE ADVERTISING 
MEDIUM IN ALBERTA? 


Sell the BIG ALBERTA MARKET . . . through 
the Edmonton Journal CLASSIFIED 
SECTION. The constantly growing 

volume of British Columbia and 
Saskatchewan advertisers reflects the 
teal power of Journal Want Ads 
in selling business and commer- 
cial property in Western 
Canada. Advertise where 
Alberta investors look... 
the Classified Section 
of The Journal. 


THE EDMONTON 
JOURNAL 


One of the eight Southam Newspopers 
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Hamilton Conference 
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Winnipegger Heads 


Appraisal Institute 


John MacDonald, assessment com- 
missioner for the city of Winipeg was 
elected president of the Appraisal 
Institute of Canada at the 20th an- 
nual conference of the institute, held 
in Hamilton last month, under the 
presidency of Andrew Turpie. 

There were 200 delegates on hand, 
and the conference was generally con- 
sidered to be the finest yet, thanks to 
the hard work of Harry Young of the 
Hamilton office of the Veteran's Land 
Act. 

One of the main business dis- 
cussions concerned the promotion of 
closer co-operation with the C.A.R.- 
E.B., with which the Appraisal In- 
stitute is affiliated. As evidence of 
that close co-operation, Jack Steven- 
son, Don Koyl and Murray Bosley 
were in attendance. 

Principal speakers were: Joseph G. 
Kuehnle, <A.B., M.A.1, Chicago; 
Walter Bernard Williston, Q.C., 
Toronto; S. A. Lowden, M.A.I., A.A.- 
C.I., Montreal; Robert A. Davis, 
MLAS, AACI, SRA. ‘Toronto; 
Victor E. Driver, Winnipeg; H. P. 
Langer, Toronto; R. E. Ashton, 
M.1.M.I., London. 
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HEAD TABLE GUESTS—from left to right: George Westbrook, N. J. Denholm, Robert A. Davis, 
D. G. Edmond, Jim Egerton, W. Strojich, A. R. Collins, Jack Stevenson, Vie Driver, J. A. Taylor, 


Andy Turpie, Jack MacDonald, W. J. Kuehnle, Murray Bosley, Grant W. Phinney, J. A. Smith, 
J. Fraser, T. McFarlane, Jim Blackwell, Norman A. Wilkes. 
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Appraisal Institute President 
JOHN MACDONALD 


New officers elected for the coming 
year are as follows: John MacDonald 
President, Winnipeg; D. G. Edmond, 
A.A.C.I., Hamilton, Eastern Vice 
President; W. F. Smith, A.A.C.I., of 
Winnipeg, Secretary-Treasurer. 
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FULL REPORT 


OF THE OTTAWA CONVENTION OF THE 
ONTARIO ASSOCIATION OF REAL ESTATE BOARDS 


in the April Issue of Canadian Realtor 
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Cornwall Inaugural Meeting 

Close to 100 people attended the 
inaugural meeting of the Cornwail 
and District Real Estate 
held February 7. 

As a public relations gesture, the 
executive of the Board headed by 1956 
president Dominic Battista, decided to 
invite leading men and 
women to the event. Heading the list 
of invited guests were his worship 
Mayor Menard, Mr. and Mrs. Albert 
Lavigne, M.P., representatives of the 
legal profession, the president of the 
Board of Trade, and many others. 

After dinner, both the Mayor and 
the Federal Member spoke briefly, 
following which Hubert McKeown, 


30ard, 


business 


Regional 
Association of Real Estate Boards 
was introduced by Raymond Brisson 
and spoke on the part played by the 
local Boards and the Ontario Associa- 
tion in making the Real Estate pro- 
fession so highly regarded in the Pro- 


Director of the Ontario 


vince. Mr. E. J. Oliver, Past Presi- 
dent of the Ontario and Canadian 
Association spoke after Mr. Mc- 
Keown on Realtor Ethics. Royal 
Brunet thanked the guest speakers. 

Mr. McKeown then introduced the 
1957 President and Board of Direct- 
ors to the assembled guests as 
follows: 

President, Mr. R. I. Baril; 

Past President, D. A. Battista; 


Society Urges Air-Pollution Control 


Is our modern way of iiving causing 
an increase in cancer? 

In the first place, is there an in- 
crease in cancer deaths? According 
to the Canadian Cancer Society, the 
cancer death rate has risen slowly 
but steadily over the years. Last year 
it was 142 per 100,000 of population 
for men and 123 for women. But we 
must take into consideration that 
cancer is to a large extent a disease 
of the aged; as fewer people die of 
pneumonia, tuberculosis and other 
diseases, more will live to die of heart 
disease and cancer. 


More Cancer Cures 

At the same time, more cancers 
are being cured than ever before. 
Cancers of the skin, mouth and other 
accessible sites are often successfully 
treated by radiation or surgery or 
both, especially if treatment is begun 
early. 

On the other hand, the death rate 
from lung cancer has increased by 
100 per cent over the past 10 years. 
Last year more than 1,500 Canadian 
males and more than 300 females 
died from lung cancer. 

There is no conclusive proof that 
this is due to cigarette smoking. 
Many investigators believe that the 
accumulation of carbon monoxide 
from car exhaust, the smoke from 


trains and factories, the oil fumes 
from countless chimneys, the tar 
from the roads and other air- 
polluting substances are all contri- 
buting to lung cancer. 


Cancer-Causing Carcinogens 

It is known that all of these con- 
tain Known cancer-causing chemicals 
called carcinogens. There are over 
400 of these carcinogens and they 
turn up in such unlikely places as 
food dyes, preservatives, cosmetics, 
coal tar, cleaning and _ polishing 
agents, sanitary goods, and insecti- 
cides. 

From this list one might get the 
idea that the best way to avoid 
cancer would be to quit eating, 
drinking, and breathing. It would, 
too, but unfortunately we can’t do 
that. There are, however, other 
things that can be done. 


The control of air pollution is ad- 
vocated by many scientists as the 
best means of controlling lung can- 
cer. This task has been tackled 
successfully by some American com- 
munities and is being studied ex- 
tensively in Canada. 


Of course, the only complete 
answer to the cancer problem lies in 
research. When scientists discover 
the cause of cancer they will likely 
be able to develop better over-all 


Association of 
Real Estate Boards 


Vice President, Alan McDougal; 

Secretary-Treasurer, Mrs. Fielding; 

Directors, Rudy Brisson, Archie 
Lavigne, Harry Liddle. 


Oshawa-Whitby Board 

A well-attended Salesman’s Night 
was held, in the dining room of Hotel 
Genosha last month with some 40 
salesmen and salesladies with their 
brokers, members of the Oshawa- 


Whitby and District Real Estate 
Board, in attendance. 
Guests at the head table were 


members of the Orillia Realtors 
Association. 

Feature of the evening was a panel 
discussion of all phases of co-opera- 
tive real estate with members of both 
boards taking part. 

Orillia, a town of 16,000, sold over 
$1,500,000 of real estate in 1956 


through the co-operative scheme. 


Sarnia Spring Jamboree 
Here’s one date that all Realtors 


in Western Ontario should keep 
open, and plan on attending ... the 
Sarnia Realtors’ Spring Jamboree 


... May 7th. 

Highlights of the one-day meet in- 
clude a tour of the largest petro- 
chemical plant in the British Empire 
and the site of a $9 million real 
estate deal which is being negotiated 
between Chippewa Indians and New 
England industries. Also scheduled is 
luncheon in the Guildwood Inn and 
a panel of real estate experts. 

Site of the Spring Jamboree is the 
Guildwood Inn on 402 Highway, 
where registration will commence at 
9.00 a.m. on May 7th. Registration 
fee is $10 which covers all meals, bus 
trip and speakers’ panel. 

Mail your registration to Charles 
C. Cox, 963 Briarfield Avenue, 
Sarnia, Ont. 


cures and even means of prevention. 
Most of the money raised during 
the Canadian Cancer Society’s annual 
campaign for funds is used to support 
an expanding research program in 

this country. 
—Published in support of the 


Canadian Cancer Society. 
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Coast-to-Coast 


Annual Meeting, Vancouver 
Real Estate Board 

Following are the executives of 
the Vancouver Real Estate Board for 
1956-57, elected ai the annual meet- 
ing, on February 27. 

President: Gordon H. MacKenzie. 
Vice-presidents: Harold B. Itter, H. 
P. Bell-Irving, J. F. Kelly: Directors: 
Charlie Brown, Leonard  Korsch, 
J. Ross Ker, E. L. Boultbee, F. B. 
Urquhart, Harold Chivers, J. K. 
Laverick, Denys Back and H. A. 
Gillespie. 


President's Report 

In making his report to the annual 
meeting, retiring president Arthur 
B. Jacobson made the following 
points: 
e total sales of the Vancouver Real 
Estate Board were $32,780,045, this 
from amongst a membership of 1,700. 
e the board was the first in Canada 
to acquire a $100,000 blanket surety 
bond to cover any loss to the public 
occasioned by wrongful or dishonest 
dealing on the part of any member 
of the board. 
e was the first to organize a Realtor 
Week, and obtained much favorable 
publicity thereby. 
e had gained considerable esteem by 
its comprehensive studies of the 
Public Administration Services Re- 
port as it pertained to the Assess- 
ment Department and its work on 
the Land Assembly By-law. 
e the record advertising budget of 
$25,000 had been well-spent on pub- 
licity and public relations work of 
unquestioned value to all members. 


Convention Plans 
Taking Shape 

Plans are moving along in prepara- 
tion for the convention in October of 
the Canadian Association of Real 
Estate Boards. 

With Jack Kelly in the chair, the 
committee met to review the pro- 
gram of reservations and registra- 
tions. Attending were Mr. Urquhart, 
Mr. Brown, Mr. Griffin and Alan G. 
Greer, secretary. 

Members of the reservation and 
registration committee are George 
Treit, chairman; J. Snelgrove, Denys 
Shaw, Hugh Clee, Pat McFaul and 
Mrs. A. Sudbury. 

The House Committee includes 
George Griffin as chairman with 
members John Boultbee, T. Sacred, 
Lindsay Cleland and D. McMillan. It 
has been suggested that delegates be 
provided with small ribbons at the 
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Real Estate Board Contributes 


Books, Aiagazines to Public Library 


Vancouver Public Library will have 
the most extensive list of real estate 
and insurance literature of any 
library on the continent as a result of 
efforts of the educational committee 
of the Vancouver Real Estate Board. 
This committee arranged for an 
annual contribution of $1,200 to the 
library for the upkeep of the special 
real estate section. 

Information, which is available to 
the general public, will be provided 
by four trained research librarians 
from 9 a.m. until $ p.m. daily Monday 
through Saturday. Mr. Brown said 
that every important book in the real 
estate and related fields will be pur- 
chased for inclusion in the special 
section. 


All Periodicals Available 

All real estate periodicals will also 
be made available and every real 
estate business service such as Mar- 
shall and Stevens Evaluation Service, 
Real Estate Trends, Real Estate 
Valuation Calculator, will be stocked 
for the benefit of those wishing to 
know more about the real estate 
business. 

Mr. Brown stated that the inaugu- 
ration of this library service us just 
one step in a campaign to elevate 
the standards of real estate and to 
provide the very best of literature as 


an incentive to the young man enter- 
ing the field. 

“This action in the library,” he 
said,. “is part of a drive to show the 
public that when an individual deals 
with a realtor that individual is 
assured of proper, conscientious 
treatment with a special emphasis on 
service and fair dealing. 

“We have plans, still in the dis- 
cussion stage but definitely going 
through, to introduce a special course 
leading to a degree at the University 
of British Columbia.” 


Added Service to Public 

The setting up of the special sec- 
tion in the library has been well 
received by all members of the Van- 
couver Real Estate Board. 

They are-convinced that with this 
added service to the general public, 
the organization will be able to prove 
that it has the public interest at 
heart on a full-time basis, not just at 
a time when a realtor is trying to 
close a contract. 

E. S. Robinson, chief librarian of 
the Public Library, said that he is 
“delighted” with this step taken by 
the Board. 

He said that he hopes this will in- 
duce other organizations of similar 
stability to arrange for a more com- 
plete coverage in the library. 





convention with a distinctive ribbon 
for each province. 

The committees are meeting regu- 
larly to iron out the final program. 


Post-Convention Vacation 

As outlined in last month's issue, 
the C.A.R.E.B. is arranging a Hawai- 
ian vacation for those who wish after 
the Vancouver conference. 

So if you have not yet planned 
your vacation for 1957, here is your 
opportunity. 

If you are interested in knowing 
more about our proposed tour, or if 
you have any questions, we would 
ask you to contact Bill Follows, 
Executive Secretary, C.A.R.E.B., 1883 
Yonge St., Toronto. 

We'd like an early indication of 
those interested, so suggest you advise 
us immediately if you hope to make 
the trip. 


DON'T FORGET 
TO MAKE YOUR 
PLANS EARLY... 


The 1957 National 
C.A.R.E.B. Conference 
is scheduled for 
October 19 to 24 
in VANCOUVER 
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C. Elmer Sanders 
President of the Calgary Real Estate Board 


C. Elmer Sanders, who has served 
as a director on the Calgary Board 
for the past three years has now been 
elected president. He also served as a 
director on the A!berta board for the 
past year. 

Elmer entered the real estate busi- 
ness as a partner with Topley & 
Sanders in 1943, and is the active 
partner in that firm today. 

Born in Manitoba in 1912, he came 
to an Alberta farm a year later. He 
was educated in Alberta and joined 
the Royal Bank of Canada. later he 
spent 11 years as a salesman in the 
refrigeration business. 

In 1935 he married Mabel Colenso 
of Rossland B.C., and now has two 
children, one attending high school, 
the other Mount Royal College. 

Keenly interested in the Boy Scout 
Organization, he has also been active 
in church and Masonic Lodge work. 


Alberta Association Convention 
The final program for the one-day 
Alberta Real Estate Association Con- 
vention to be held in the MacDonald 
Hotel, Edmonton, Alberta, March 
16th has been announced. 
In addition to business sessions 
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the outstanding speakers to appear 
include Frank MacBride of Sacra- 
mento, California; Mr. J. A. Weber, 
Past President of C.A.R.E.B. speak- 
ing on the C.I.R. degree; Professor 
Dunean Campbell, Director of De- 
partment of Extension, University of 
Alberta speaking on “Adult Educa- 
tion in a World of Change”; and Mr. 
J. A. MacPhee Superintendent of In- 
surance. 

The 1957 Officers will be installed 
at the evening banquet by the Hon. 
A. J. Hooke, Minister of Municipal 
Affairs for the Province of Alberta. 


Salesmens’ Course 

The second Primary Course for 
Salesmen has been concluded in Cal- 
gary. Thirty-nine students took the 
course and wrote the examination. 

The second Course was expanded 
from the original design to include an 
additional lecture on Mortgaging and 
Financing generally. This lecture was 
conducted by Mr. Percy Armstrong, 
Mortgage Manager for the Sun Life 
Assurance Co. of Canada. 


Calgary Co-op 

The Calgary Real Estate Board 
Co-op is off to a fast start in 1957. 
Figures released recently show that 
the amount of Co-op business in 
January 1957 to be 43 per cent higher 
than the business put through in 
January 1956. The Co-op sales target 
in Calgary for 1957 has been set at 
$2 million. 

The highlight of the February 15th 
General meeting of the Calgary Real 
Estate Board was the swearing-in of 
the new President, Mr. C. Elmer 
Sanders by Colonel J. Fred Scott, 
O.B.E., Q.C. In addition to Mr. San- 
ders the other officers and directors 
of the Association are as follows: 

Mr. J. T. Rich, Past President. 

Mr. E. B. Lyle—lIst Vice-President. 

Mr. J. I. England—2nd Vice- 

President. 

Mr. Hardie deForest—director. 

Mr. V. L. Hawkes—director. 

Mr. L. S. Irvine—director. 

Mr. Peter Sandal—director. 

Mr. Walter Brown—director. 


EXECUTIVE COMMITTEE 


Aubrey M. Edwards, President, Calgary 

J. N. Winterburn, vice-president, Edmonton 
Directors: E. Jackson, Calgary; E. Sanders, 
Calgary; H. Milstad, Edmonton; R. Grierson, 
Edmonton; J. Rushfeldt, Delburne; L. Coward, 
Lethbridge; E. A. Wiseman, Red Deer. 





At the February meeting, Retiring 
President Mr. J. T. Rich was present- 
ed with a “Gissing” painting by the 
newly installed President, Mr. San- 
ders, and on behalf of the Past 
Presidents a plaque was presented to 
the Retiring President by the Sec- 
retary. 


Pct tide tall ni ds 
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Herman W. Hildred 





Herman W. Hildred, who has been 
connected with the real estate busi- 
ness in Saskatoon for over 30 years re- 
tired last month after 21 consecutive 
years at Saskatoon Agencies as one 
member of a three-way partnership. 

The Hildred’s were guests recently 
at a special function given by the 
staff of the Saskatoon Agencies when 
they were presented with a rocker 
chair, smoking set and a set of golf 
clubs. At the occasion Mr. Hildred 
took time out to recall some of his 
early days in Saskatoon. 

In 1919 Herman Hildred went west 
from Bruce County, Ontario to 
Saskatoon. 

His first job was with Ashdown 
Hardware. In 1926 an opportunity 


(Continued on page 23) 
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Saskatoon Real Estate Board 

Recently installed officers of the 
Saskatoon Real Estate Board are as 
follows: Don Andrews, president; 
Fred Welch, past-president; Harry 
Link, Gordon Racine, vice-presidents; 
Bill Russell, secretary - treasurer; 
Lloyd Jones, Laurence Wickett, Al 
Christiansen, Gordon Hymers and 
Jim Bruce, directors. 

At the installation service, presided 
over by Stan Clear, regional vice- 
president of the C.A.R.E.B., the 
officers individually and collectively 
took the following pledge: 

“I. solemnly promise, in the 
presence of all those assembled here, 
to attest my promise that I will, to 
the best of my ability, faithfuly per- 
form all the duties pertaining to the 
office to which I have been elected: 
that I will conform to, and carry out 
the Rules, Regulations, and By-Laws 
of the Saskatoon Real Estate Board, 
the Saskatchewan Association of 
Real Estate Boards, and the Cana- 
dian Association of Real Estate 
Boards. I understand that the pur- 
pose and function of this Real Estate 
Board is to promote Standard Prac- 
tices and Professional Standards in 
the Real Estate Business, to promote 
unity and strength in our member- 
ship, to foster and work for Com- 
munity Development, and to main- 
tain and cherish good public rela- 
tions. 

“In consideration of my election to 
office, I hereby contract and agree 
to perform as solemn duties, all 
promises in this, my pledge of office.” 

President Don Andrews in his re- 
marks to fellow realtors said that the 
board was striving to make the 
regular monthly meetings as educa- 
tional and informative as possible. 


Package Membership 

Provincial secretary Laurence 
Wickett said that the response to 
application forms for package mem- 
bership submitted to Saskatchewan 
realtors was most gratifying. North- 
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EXECUTIVE COMMITTEE 


President—H. D. Link, Saskatoon. 

Ist Vice-President—W. D. Taylor, North 
Battleford. 

2nd Vice-President—Mrs. Fern Pavelick, 
Prince Albert. 

Directors. C. G. Langrill, Yorkton; W. J. 
Johnston, Swift Current; G. Medhurst 
Wilkie; R. P. Klombies, Saskatoon; Ed Hud- 
son, Moose Jaw. 

Secy.-Treas.—L. Wickett, Saskatoon. 

Publicity Chairman—Mrs. Bernice Norman, 

Saskatoon. 
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EXECUTIVE officers of the Saskatoon Real Estate Board: 


Front row, 


left to right: Don Andrews, president; Fred Welch, past-president; 

Stan Clear, regional v-p C.A.R.E.B.; Harry Link, vice-president. Back 

row: Lloyd Jones, Laurence Wickett, Al Christiansen, directors: Bill 

Russell, sec.-treas.; Gordon Racine, second v-p; Gordon Hymers and 
Jim Bruce, directors. 


ern Saskatchewan has made an out- 
standing effort and really produced 
results. The final reports trom the 
Saskatoon Board will be in within a 
week and so put the north “over the 
top’’-—Laurence said. 

To date the reports on the drive 
from the south of the province have 
not all been received. Secretary 
Laurence Wickett is very optimistic 
since undoubtedly the largest po- 
tential membership is centred around 
Regina. 


National Survey of Co-op 
Result of a survey conducted under 
the auspices of the Saskatchewan 
Real Estate Association by president 
Harry Link was reported to Saska- 
toon Realtors. Two major points of 
interest contained in this analysis: 
(a) Closing a sale of a co-op sell- 
ing service listing and 
(b) The cooling-off period follow- 
ing the expiry of the listing. 
(a) To close the sale: 
Five out of 30 co-op offices prac- 
tised “closing a sale by the 
listing office’; 10 offices had the 
selling office close and 10 other 
offices followed the policy of the 
listing and selling office going 
together to close the deal. Five 
offices had no definite policy. 
It was pointed out that close 
co-operation was imperative due 
to the time element in presenting 


the offer. Fact is that much 
could be lost when trained per- 
sonnel were forced to hand over 
an offer to a less experienced 
person. 

Cooling-off period 

Twenty-three of the 30 offices do 
not have a cooling-off period. 
The reasoning behind this is that 
the vendor is penalized for two 
weeks—by a “hands off” policy. 
Actually nobody has an official 
listing which really creates a 
problem for offices who claim not 
to work on listings unless they 
are signed. 

Mr. Link recommended that Saska- 
toon realtors peruse the evidence and 
be prepared to benefit from the ex- 
perience of other co-op offices that 
have been operating for many years. 


Canadian Association of 
Real Estate Boards 


Conference extension tours of the west 


OCTOBER 19 to 24 


Specially arranged fo Members who 
plan to take Time Out! 


Folders now available 


“GOOD COMPANION" 
TOURS © 


32 Orchardview Blvd., Toronto 12 
(Mohawk 9785) 
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Unique in Canada, schools of agri- 
culture and home economics have 
been in operation in Alberta since 
1913. Administered by the Provincial 
Department of Agriculture, schools 
were established and functioned for 
the period indicated below: 
Olds—1913—continuous except 1918 

(‘flu epidemic). 

Vermilion—-1913- continuous except 
1918 (flu epidemic), 1932 (de- 
pression), 1941-45 ‘(national de- 
fense). 

Claresholm 1913-1931 

1918 (‘flu epidemic) 

Raymond—1920-1931-—except 1923- 

25. 

Gleichen--1920-1922. 

Youngstown. —1920-1922. 

Fairview—-1951-—continuous. 

Total gross attendance, 1913-1956, 
was 15,050 students for regular and 
special winter courses. 

In the first report of the schools of 
agriculture in 1913, Hon. Duncan 
Marshall, Minister of Agriculture, 
made the following comments: 

“The result of this, the first year of 
the schools of agriculture has gone a 
long way to demonstrate the success 
of the whole scheme. There can be 
no doubt about the fact that if you 


except 





Hildred 
(Continued from page 20) 


presented itself in the accountancy 
department of A. L. Koyl and Co. 
This assignment proved both interest- 
ing and appealing and held Herman’s 
interest until 1936 when he joined 
forces with T. H. Newell and Bob 
Klombies and bought out Saskatoon 
Agencies Limited. The three called 
their firm Saskatoon Agencies and 
conducted a complete real estate and 
insurance business. 

Mr. Hildred related some of his ex- 
periences during the thirties when 
good downtown modern bungalows 
sold for $2,150 and there were plenty 
of small bungalows for $450 and $750 
total price. He observed that ‘things 
started to pick up in 1946 and have 
been going up ever since’. He 
wondered if a peak had been reached 
and whether a levelling off was in 
the offing. 

Asked about his retirement plans, 
Mr. Hildred said that he hoped to 
spend much of his time at his cottage 
at Waskasieu. “Saskatoon has been 
good to me,” he said, ‘I see no reason 
to leave.” 
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Alberta's Unique Agricultural Schools 


are going to train boys to farm, a 
great deal depends upon the environ- 
ment that surrounds their agricul- 
tural education. Our schools of 
agriculture are conducted in con- 
nection with a farm such as any of 
the boys attending the school may 
have an ambition to build up for him- 
self during his lifetime, and _ the 
whole surroundings of the schools 
are such that the business of farming 
is kept to the front, that the boys see 
the actual results of the handling of 
good dairy cattle, the raising of hogs, 
the feeding of beef cattle, and the 
conduct of other lines of mixed farm- 
ing. The dignity of agriculture and 
the importance of the man on the 
land, not only to the community but 
to the province and country, is a 
gospel that is incessantly preached. 
And there has been aroused in each 
class at each of the schools an en- 
thusiasm for intelligently directed 
scientific agriculture that is bound 
to mean a great deal to future farm- 
ing in Alberta.” 

In the same report there appears a 
brief description of the course of 
study. 


No Tuition Fees 


people living and working together 
became apparent. As a result, the 
school at Fairview was opened in 
1951 complete with dormitory 
lities. The opportunities for self- 
government student activities and 
the development of social relation- 
ships are utilized to the fullest ex- 
tent as part of the training provided 
in the schools of agriculture and 
home economics. 

Accommodation at the three 
schools now in operation is 125 boys 
and 65 girls at both Olds and Ver- 
milion while 80 boys and 40 girls can 
be accommodated at Fairview. Each 
school is complete with shops, labora- 
tories, classrooms, gymnasium, dor- 
mitories, dining room and kitchen. 

The term opens late in October and 
closes early in April to coincide 
with the crop year. Two such terms 
comprise the regular course in agri- 
culture with a special one-term 
course offered to boys with at least 
70 high school credits. A one-term 
course is offered for girls in home 
economics, including courses in 
typing, bookkeeping and employment 


faci- 


training. The girls’ course now is de- 


At Alberta Agricultural Schools 


“In arranging the course of study, 
two things have been kept chiefly in 
mind: First, to give highest con- 
sideration to the needs of the boys 
and girls who propose returning to 
the farm and, second, to put on, as a 
consequence of the first condition, 
work which is essentially practical. 
The schools may be said to specialize 
in four departments: field husbandry, 
animal husbandry, farm mechanics 
and household science. As far as pos- 
sible, and consistent with the intent 
and purpose of the scheme, the course 
is made to conform with the courses 
laid down for the first two years in 
older agricultural institutions.” 

The original function and purpose 
of the scools remains unchanged, 
although the pattern of t::e courses 
offered has been altered to meet the 
changing needs of agriculture. As the 
province developed and as the educa- 
tional level of the students improved, 
more time was devoted to training 
in citizenship and leadership, and less 
in general education. 

With the opening of student dormi- 
tories at Olds in 1927 and Vermilion 
in 1928, the great benefits of young 


signed to fit graduates for employ- 
ment prior to such time as they may 
use their home economics training as 
homemakers. 

No tuition fees are charged to 
Alberta students. Students from out- 
side Alberta are charged $50 at the 
time of registration. The main cost 
to all students is board and room at 
the rate of $40 a month. Student 
union, caution money, medical and all 
other fees plus text books and 
materials bring the total cost per 
student per term to approximately 
$275 including board and room. A 
number of scholarships and bursaries 
are available to students at each 
school. 

All students are required to have a 
Grade IX standing at entrance. Girls 
must be 16 years of age at the time 
they register. Boys must have passed 
their 17th birthday by December 31 
of the year in which they register or 
have 70 High School credits with ‘*B"’ 
standing or better. Upon successful 
completion of any course offered. 
candidates receive a Diploma of 
Graduation issued by the Provincial 
Department of Agriculture. 
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FOR PROPERTY 
MANAGEMENT 
e HALIFAX, N.S 


Roy Limited, 
Roy Building. 


REAL ESTATE 
DIRECTORY 


e VANCOUVER, B.C. 
Blane, Fullerton & White Ltd., 


GENERAL 
REAL ESTATE 


e CORNWALL, ONT. 


Dominic A. Battista, Realtor, 
634 Augustus St., 
Cornwall, (the Seaway City). 


FOR REAL ESTATE 
SALES 


e BRANDON, MAN. 
Hughes & Co. Ltd., 
125 - 10th Street. 
CALGARY, ALTA. 
Burn-Weber Agencies, 
218 Seventh Ave. W. 
EDMONTON, ALTA. 


Spencer & Grierson Ltd., 
301 Northern Hardware Bldg. 


NIAGARA FALLS, ONT. 


David D. McMillan, 
1916 Main Street. 


OTTAWA, ONT. 

Brownlee & McKeown, 

63 Sparks St.—Central 2-4203. 
OTTAWA, ONT. 


A.H. Fitzsimmons and Son, 
Realtors, 197 Sparks Street, 
Ottawa, Ont. Phone CE. 6-7101. 


PETERBOROUGH, ONT. 


Irwin Sargent and Lowes, 
441 Water Street. 


WINDSOR, ONT. 


Alex. E. Hoffman, 
930 London St. West. 


CALGARY, ALTA. 


L. T. Melton Real Estate, 
614 - 8th Ave. W., 
Mobil Oil Bldg.—Phone 62251 


CALGARY, ALTA. 

Clair J. Cote Ltd., 

41 Hollinsworth Bldg. 
EDMONTON, ALTA. 
Weber Bros. Agencies I +4. 
10013 - 101A Ave. 
MONTREAL, QUE. 


Realty Sales Company, 
1499 Bishop St.—AVenue 8-8533. 


. FOR INDUSTRIAL 
SITES AND PROPERTIES 


e EDMONTON, ALTA. 


Don Reid Real Estate Co., 
11563 Jasper Avenue. 


FORT WILLIAM, ONT. 
G. R. Duncan & Co. Ltd., 
1215 May Street. 


HALIFAX, N.S 

Roy Limited, 

Roy Building. 
REGINA, SASK. 

W. Clarence Mahon, 
350 Western Trust Bldg. 


TORONTO, ONT. 
Barry E. Perlman & Co. Ltd., 
972-4 Eglinton Ave. West. 


WINDSOR, ONT. 

Alex E. Hoffman, 

930 London St. West. 
EDMONTON, ALTA. 

Weber Bros. Agencies Ltd. 

10013 - 101A Ave. 

MONTREAL, QUE. 

Realty Sales Company, 

1499 Bishop St.—AVenue 8-8533. 


FOR FARMS 
AND RANCHES 


e KAMLOOPS, B.C. 
George C. Hay Ltd., 
418 Victoria St. 


FOR IDEAL 
STORE LOCATIONS 


e FORT WILLIAM, ONT. 
G. R. Duncan & Co. Ltd., 
1215 May Street. 


FOR APPRAISALS 


e CALGARY, ALTA. 
Ivan C. Robison, B.A., LL.B., 
613 Lancaster Bldg. Phone 63475. 


EDMONTON, ALTA. 
Weber Bros. Agencies Ltd., 
10013-101A Avenue.. 


TORONTO, ONT. 

Chambers & Meredith Ltd., 

24 King Street West. 
CALGARY, ALTA. 

Clair J. Cote Ltd., 

41 Hollinsworth Bldg. 
MONTREAL, QUE. 

Realty Sales Company, 

1499 Bishop St.—AVenue 8-8533. 
ST. CATHARINES, ONT. 


Andy Hawreliak, Realtor, 
Dominion Building, MUtual 4-2324. 


FOR SUMMER 
PROPERTIES 


e MUSKOKA, ONT. 
Francis J. Day, 
Port Carling - Phone 84. 


517 Hamilton Street. 


e WINDSOR, ONT. 


U. G. Reaume Ltd., 
176 London St. W., 
802 Canada Trust Bldg. 


WESTERN CANADIAN 
APPRAISALS 
Arthur E. Jellis, M.A.!. 
ACCREDITED MEMBER: 
American Institute R.E.A. 
and 
Appraisal Institute of Canada 
MELTON REAL ESTATE LTD. 


Edmonton 10154 - 103 St. 
Phone 47221 


Rates for Advertising 


In the Real Estate 
Directory: 


2 lines — 12 issues 
2 lines — 6 issues 
2 lines — less than 6 issues 


Additional lines, 50 cents per issue. 
No charge for city and province lines. 


PROFESSIONAL 
LISTINGS 


R. A. DAVIS & CO. 
REAL ESTATE APPRAISERS 
AND CONSULTANTS 


R. A. Davis, M.A.L, A.U.A., S.R.A. 


357 Bay St. 13 George St. 
Toronto, Ont. Brantford, Ont. 
EMpire 8-9484 2-1513 


Hanks & Irwin 
ARCHITECTS 


2848 Bloor St. W., 
TORONTO 
RO. 6-4155 


Walter Smith & Co. 
Accountants & Auditors 


2461 Bloor St. West, 
TORONTO 
RO. 9-4113 


Rates for Professional Listings 


Esdcentenibesatenvienel $50.00 
For twelve insertions ae ... $80.00 


For six insertions 
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Illustrated above is the huge new Dominion market in the Dart- 
mouth Shopping Centre, Dartmouth, Nova Scotia. This is one 
of over 40 new markets opened in the past year and a half, 


OPPORTUNITY FOR BUILDERS 
REALTORS, LANDOWNERS 
SHOPPING CENTRE DEVELOPERS 


Dominion Stores Limited is Canada’s most pro- 
gressive retail food chain, with more than 320 
stores from coast to coast. In the last full fiscal 
year, sales totalled S220 millions compared with 
$157 millions in the previous year, an increase 
of more than 40°¢. The first six months of the 
current year saw a continuation of this remark- 
able progress, demonstrating steady growth of 
public confidence and customer satisfaction. 


Shopping centre developers, real estate brokers, 
landowners and builders are invited to partici- 
pate in Dominion’s sound growth. We are look- 
ing for sites for large, modern new supermarkets, 
in communities all across Canada. We are inter- 
ested in shopping centre developments, or in 
leasing supermarkets built to our specifications, 
or in lands which we can purchase outright and 
develop under our sale and leaseback programme, 


For Complete Information, Phone or Write 


REAL ESTATE DEPARTMENT 


DOMINION STORES LIMITED 


605 ROGERS RD., TORONTO, ONT. 
100 SACKVILLE ST., HALIFAX, N.S. 


3401 BEDFORD RD., MONTREAL, QUE. 


734 SEVENTH AVE. W., CALGARY, ALTA, 
RE-3T 


Pots at 
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